B. INTRODUCTION & BACKGROUND
Trade credit could be defined and or explained in so many contextual ways depending on when and where as well as what it is being used for. For instance, it could mean cash credit obtained for trading or a business from a bank or elsewhere in the form of a loan. It could also be used to represent credit sales which is the extended term or payment space obtained by a firm to pay for the goods or service acquired from another company but the paper in-depth studies will revolve around the latter explanation. Not having to pay for the goods immediately, provides the purchasing company with time to obtain the money or the opportunity to use its capital reserves for other purposes. Trade credit in this paper would be termed as accounts receivable and accounts payable anytime it is being measured.
Trade credit is a regular and quite a common practice in Ghana across the length and divide of many businesses with their clients. The pursuit of this concept is beneficial to both buyers and suppliers in several ways. Despite the numerous attaining benefits, trade credit is also characterized by several challenges. Though some clients adhere to the terms and conditions strictly, many are the cases where clients especially buyers are in default and in a manner that totally violates and dislocates the stipulated terms and conditions been it documented or not. Mention could be made of delay in payments, payments defaults and in extreme cases some individuals and entities deliberately refuse to pay and others even wind up and bolt. This I believe is as a result of the informal nature of trade credit pursuit that dominates the practice of this concept, in Ghana. The motives behind the use of trade credit according to Petersen & Rajan (1997) , are grouped into three classes: financial advantage theory, price discrimination theory (commercial motives), and transaction costs theory (operational motives). Macroeconomic and firm-specific factors are the key elements that impacts trade credit. A robust credit control system slashes the amount of capital locked up with debtors and minimizes bad and doubtful debts. Prudent credit management involves optimizing cash flow to stabilize the firm finances and make room for increased potential growth, culminating into profitability. Credit occurs when an entity does not receive such cash immediately for goods sold or service provided to a client. It is an important marketing tool that makes way for the movement of goods on the supply chain. Thus, from production till it gets to the final consumer. A firm may offer credit sale to preserve and protect its market share from competing forces around and to entice and invite new clients to it market and products at good terms. Account receivables to be collected or received later in the near future come about as a result of credit sales activities.
The primary aim of accounts receivables management is to increase a firm's worth by establishing a balance among liquidity, risk and profitability. The motive behind any profit making venture is profit making. Firms do not thrive on credit solely to boost sales but profitable sales. The core aim of managing accounts receivables should not be limited to sales increase but should seek to increase investment returns" (Wood, 1953) . A very important segment of managing receivables has to do with the proper selection of customers for credit due to the potential risk of delayed payment or nonpayment of the value involved (Hrishikes, 2002) . Many firms in recent times are preoccupied with the strategies to stay relevant in the market with increasing keen and brutal competition on the market as a results of the introduction of close substitutes to the firm's own products made available by competitors .In addition to that, managers face various hurdles to jump which include the achievement of optimum levels of profits, improving the general performance of the firm and maximizing the investment worth of shareholders which are products of increased revenue obtained from sales and reduced cost. This has caused several entities to employ all manner of tools and mechanisms to entice new customers to patronize their products or to retain their existing share of the market. Among the strategies adopted is the offering of credit sales to customers. This kind of competition provides a real incentive and the space for managers in manufacturing especially industry to adopt a strategy to push their stocks to the market hoping for a positive response and successful sales transaction which is capable of keeping the customer for further business. Credit sales is one of the approaches firms adopt to promote sales and it has turned out to be a tool in enticing customers in retaining the business relationship with the company and in time increase the firm's profit and eventually leads to optimizing the company's profit. However, many organizations are trapped into problems, since not all customers pay-in time for such goods, sold to them on credit, or ever at all. Managers are ever bent on increasing returns in order to make time for daily activities and seek ways to cut cost .Credit sales is almost a general practice especially with firms that manufacture their own products and wholesale entities who sell primarily to non-end users.
Greater portions of the revenue are realized through credit related transaction. This makes receivables a significant proportion of the firm's current assets. It is evident that accounts receivables are forms of investment in any business entity whether it is a manufacturing or a wholesale firm that sells on credit basis. However it practice always project the volume of cash locked up with trade debtors. Therefore, it requires a proper analysis and prudent management to ensure receivables are well managed to culminate in an increase in sales and profitability which forms the delicate aspect of firms success. Managing trade debtors is quite a complex task and not easy to be treated in an analytical way since inventories for instance may not have physical characteristics. In principle, every business would want to receive payment for the goods and services immediately sales is realized. Considering the revenue realization concept in Accounting, revenue is recognized once a sale takes place and hence profit is realized. However, until payment is received for the transaction in question, the inputs in the process cannot be utilized on another operating cycle, this therefore requires the need for a firm and robust management of the entity's credit transaction and the accounts receivable asset thereof.
Improper handling of accounts receivable often leads to frequent disruptions in the firm's day to day activities caused by improper and unreliable cash flows which could result in issues such as delayed or non-payment of suppliers of goods and services, non-payments of employees and inability to meet statutory obligations. This can easily halt production or business. J. Salek (2005) stated that cash is the life line of any entity and every dollar of a company's revenue that becomes a receivable, must be managed and collected. Improper management of receivables adversely impacts profits in two ways; debts written off often reducing the firms' profits directly, in the profit and loss account; Secondly, when a lot of funds are tied up with customers, the firm may struggle financially and it is likely to find itself borrowing at a cost to finance activities which also eats away some profit. Apart from the bad debt and interest expenses, there are legal expenses associated with debt collection. Ineffective management of accounts receivable, could put the firm in a poor credit rating category making it difficult and very expensive to obtain funding from other institutions to operate. Extreme liquidity problems resulting from locked up cash with debtors could lead to insolvency which would eventually lead to the collapse of the firm.
Many businesses lack the time and required expertise to properly manage accounts receivable and interconnected business activities. The process to effectively and efficiently manage credit and receivables in economical strategies involves team work, which are credit control, marketing, finance and accounting function staff (Megginson 2008 ). The four named departments need to relegate to the background any conflicting interests to ensure this delicate asset is managed to the optimum level.
Otherwise, the firm will become prone to treacherous losses in the long term. It is very important for management to have in place formidable policies and required practices to effectively and efficiently manage this very sensitive and important asset of accounts receivable to ascertain increased sales turnover, as a result of credit sales due to improved cash flows
The ultimate focus of the study was to research into the determinants of trade credits as well as the principles and practices adopted by firms in Ghana to effectively and efficiently manage accounts receivables. Per the above reasons, the study specifically sought to:-(i) Find the relationships between determinants and the offer of trade credit by analyzing the data of determinants with trade credit, specifically focusing on selected companies in Ghana (ii) Examine the effects of the principle of credit extension and credit collection on management of accounts receivable.
(iii) Investigate the role of principles of credit control and monitoring in managing of accounts receivable.
(iv.)Investigate the role of the principle of pricing, order processing, and invoicing on management of accounts receivable.
6

C. THEORY & LITERATURE
Accounts receivables are debts owed to the firm by customers arising from sale of goods or services in ordinary course of business (Joy, 1978) . Therefore, accounts receivables form part of asset accounts.
This depict amounts owed to the firm due to credit sale of goods and services in the course of business.
There are several proposed theories available for trade credit. The Financial theory; (Mian and Smith, 1974 ) argue that firms that are able to obtain funds at lower cost will offer trade credit to those with higher costs of funding. This means, trade credit is more profitable to sellers in the short term than marketable securities. The Operational theory lays emphasis on the role played by trade credit in levelling demand and curbing payment uncertainties. Emery (1987) and Feris(1981) are also of the view that trade credit can minimize uncertainty with cash flow by separating the payment and the delivery cycles for both the buyer and seller to save the cost of handling liquidity.
The Commercial theory contends that, trade credit enhances the marketability of products. Thus trade credit makes it quite easy for firms to sell (Nandiri, 1969) . Credit sales can also be used to increase profitability through price discrimination (Bannan, Makismovrc and Zenchar, 1998). This simply refers to the offer of same product at different prices to various customers. The International Financial and Reporting Standards (IFRS) and International Accounting Standards (IAS),acknowledge accounts that are measured according to IAS (39) and are disclosed in accordance with IFRS(7). According to IAS (39) on Financial Instruments Recognition and Measurement, trade debtors are measured at their fair value. IFSR(7) clearly spells out disclosure requirements that are intended to enable users to assess the importance of financial instruments for an entity's financial position, and to comprehend the nature and the quantum of risks arising from the financial instruments in question to which the entity is exposed. These risks include credit risks, liquidity risks and market risks.
A portion of this study aims at establishing the extent to which firms carry out credit analysis and evaluation on their potential customers and the procedures employed in credit monitoring to establish the status of the accounts receivables held by the firm at any given time. Selling on credit is one method firms use in improving sales and it has turned up to be an enticement for customers in retaining the business relationship with the company and in time increase the company's sales volume and eventually optimizing the firm's profit (Barad , 2010) . Selling on credit could be termed as a universal practice especially for manufacturing firms who sell primarily to other firms. The authors are of the opinion that suppliers would like to grant trade credit to their buyers: those in financial constraint, so that they will keep long-term relationships with them. Emery (1984) states that in a financial market, which is not well developed, suppliers need reserves in liquidity in order to extend trade credit to make profits. In addition, in a market with less competition, which the suppliers have strong market power; they attempt to sell goods as much as they can, especially in the cases where profit is expected to be higher. Transaction cost could be deduced from the study of Economics and other linked disciplines, as the cost incurred by partaking in a market. It could be broadly categorized into three main classes being; the cost of searching for a product and ascertaining it condition, the cost of bargaining and negotiating the price with the seller and lastly, the costs of ensuring that the product is delivered on time and the right condition as promised and agreed on . Transaction costs theory is considered as an operational motive which is mentioned by Emery (1984) Trade credit may be executed in four major ways but are broadly classified into corporate credit and consumer credit (Hunt, 1996) . This study will limit itself to the corporate credit Trade credit may also be in form of instalment credit where payment is made as a series of regular instalments for the principal amount and interest. This form of credit is common for one-off purchase of expensive goods such as motor vehicles, aeroplanes and equipment (Belay 2000) . Trade credit can also be a revolving credit where the buyer has the flexibility of paying differing amounts ranging from settling the entire balance to paying the minimum instalment required to remain current (Pinson and Jinnet, 2006) . It is discussed that the age of a firm indicates how long it has existed and survived and large firms have the ability to obtain external financing from financial institutions. current assets, deducting accounts receivable is negatively related to trade credit. This is because firms would like to offer a lot of credit to send across information regarding their high product quality. It is explained that lower turnover indicates higher product quality, long production cycle and credit sales, which offer customers the opportunity to evaluate their product quality.
There is one factor mostly mentioned in literature which is gross profit margin. The findings of Petersen & Rajan (1997) and Garcia-Teruel & Martinez-Solano (2010a) support the theory of more trade credit, offered to customers when suppliers have high profit margin. They explain that higher profit makes suppliers easier to accept lower earnings or even loss on credit terms they provide.
Niskanen & Niskanen (2006) and Petersen & Rajan (1997) summarize that financial situation of suppliers is not solely responsible for volumes of trade receivables, but also customers having different demands for trade credit. In addition, the relationship between firms, banks and the location of firms are also considered to influence the amount of accounts receivable. It is clear that good relationship with banks allow firms to have cheaper access to bank financing, therefore, the high probability of granting more credit sales to customers. Though entities located in rural areas have difficulty in obtaining bank credit, and less trade credit is granted as a result. However, this never undermine the validity in the argument the paper seek to depict.
The accounts receivable volume is ascertained by several factors given that trade debtors is a significant element of current assets. A lot of these factors vary depending on business types and the industry, an entity belongs to. If sales are seasonal for instance, the form of sales will override the usual sales trends within the year. This will make the sale of such a business over particular periods highly dependent on accounts receivable (Barad 2010) . Every business adopts suitable ways of executing sales be it on cash basis or trade credit extension. There is always a direct correlation between the volume of sales made on credit and the volume of receivables. This makes the existence of credit department an important feature with regards to its function in the determination of the size of receivables (Barad, 2010) . Firms may grant trade discounts in cash forms to customers to promote early payments of debts and this really helps to cut the monies tied up in debts. Also, the impact of cash discount offered when accepted by the customers, is immediately felt by the quickening of cash inflows and reduction in the size of accounts receivables. This means, an entity that grants competitive discount are likely to have a relatively smaller size in receivables (Hrishikes, 2002) . If the time space allowed to recover debt from costumers is widening, the possibility of increasing sales associated with increases in both its collection costs and bad debts loss may occur. "Thus a firm with long or extended credit periods will tend to have more cash tied up in debts" (Periasamy, 2009). It is the same with entities that have a weak or lax collection policy, will have a lot of needed cash, tied up in debts. The second major factor affecting receivable management has to do with debt collection and monitoring policies since all customers may delay. These delayed payments affect investment in receivables (Ramesh, 1987) .
Accounts receivable possesses two unique features. One is the prevalence of the risk of credit while the other has to do with the time value of money. Credit risk is the likely loss that may occur in case the credit customer fail to honour the obligation as and when it falls due (Kalundaet al., 2012).
Anytime a sale is made on a credit to a customer, it carries an amount of risk since it is not certain as to whether the customer will pay for them in good time or ever at all. A typical example in Ghana are reports of high non-performing loans in the books of several banks and non-bank financial firms in recent times which attracted the concern of the central bank in Ghana. As it is always reported in the media and several public press release, greater percentages of the loans are non-performing loans and has put the banks in tight fiscal corners. A credit customer may default payment due to a number of reasons and among them are; keen competition, inferior products quality, poor pricing policies, but most importantly, poor management among other reasons. The second common characteristic of account receivable is the time value of money. The value of the money received later for goods supplied decline in value due to factors such as inflation and loss of investments opportunities for the money held by the trade debtors in form of accounts receivable.
When a customer is offered credit sales term, it becomes very necessary to have an established mechanism for managing the receivable created. The function of accounts receivable is selfexplanatory from its name and has to do with all elements that come together to ensure receivables are well handled to benefit the firm while it transacts on credit terms and thereby maximizing the value of the firm. The first issue has to do with the decision whether to grant credit at all. (Arnold, 2005) . However credit is a global practice though not all businesses but the global market largely thrives on credit.
Accounts receivables are meant to exist for a short while but the decisions that establish them tend to affect the activities of the firm and its finances over a long period. With growing complexity, payment ambiguity and other factors that increase costs in service delivery, managing the accounts receivable process continues to demand more attention, (John, 2007) . Every firm that offers credit expects that over 99.9% of all billings will be collected and this involves a cumbersome task.
Accounts receivable management primarily aims at increasing the firm's value by ensuring a balance in liquidity, risk and profitability. One very crucial aspect of accounts receivables management is the proper selection of customers to be considered for credits, because the risk of delayed payment or non-payment of the amounts involved (Hrishikes, 2007) .
The factors that impact accounts receivable are three and they usually form the focal points in the management of receivables. They are credit extension policy, credit collection policy and receivables investment monitor (Ramesh (1987) . In ensuring profitability and robust management of receivables it is required for a firm to have in place well established and dully recognized principles of credit.
This include assigning credit extension and collection task to a specified department as well as emphasizing on the credit extension policy. The third principle has to do with ensuring due diligence during credit investigation and analysis before a decision to grant credit or not. The fourth principle deals with the availability of robust collection policies and procedures. With reference to these quotations, the underlining principles for managing account receivables are discussed further below.
a. Credit Extension Policy
A credit policy is the blueprint which firms rely on to arrive at decisions as whether to extend credit to a customer or not. The basic aim of the credit policy is to avoid extension of credit to customers who will be unable to pay their debts. Bigger entities usually have a formal credit policy while that of small firms tend to be quite informal with a number of small business owners relying on their instincts.
A good credit policy should seek to bring in and keep good customers with no adverse impact on the cash flow. In addition the policy should be able to drive sales as well. A good credit extension policy has the following important variables as follows i.
Credit standard ii. Credit Terms i.
Credit standard
Credit standard could be explained as the level of financial strength and all other minimum qualities and the characteristics of credit worthiness of a credit applicant required to be considered for credits.
Credit standard requirements of a firm could either be liberal or restrictive. With a firm that has lenient credit standards, the minimum conditions to be met by the customers to be considered for credit are quite flexible and relaxed. Firms with a liberal credit standard tend to stimulate sales to attract more customers; increase in sales volumes often comes additional costs such as clerical expenses for investigating additional accounts; It requires huge capital investment in receivables;
Default rates tend to be higher due to the inability of firms to pay their debts and the likeliness of extending credit facility to entities and individuals that are not credit worthy customers; There may be prolonged average collection period and lastly increase in profit as a result of increased sales (Persiamy, 2009).
With restrictive credit standards, the minimum conditions required for credit are heightened by the supply firms. A firm pursuing strict credit standard is likely to face the following: Low sales as few customers are attracted; Less cases of bad and doubtful debt loss; decrease in the amount of working capital requirement to finance receivables; credit standards of the firm are normally high; Low costs of maintaining accounts receivable; Extension of credit facilities to more credit worthy customers;
Decrease in profit due to decreased sales (Periasamy, 2009). From the discussions above, it could be deduced that, sales volumes are expected to increase with relaxed standards for trade credits, whereas volumes of sales are likely to decline with stringent standards for credits, The impacts of liberalizing the credit standards on profit may be analyzed based on the correlation between the cost of loosening the credit standards and the profit realized or to be made due to the increase in sales via lenient standards. Here it becomes incumbent on the credit manager and the credit team to determine appropriate credit standard mix for the firm based on diligent cost and benefit analysis accordingly.
ii.
Credit Terms
Credit terms could be defined as the detailed terms and conditions surrounding credit sale by a firm to its customers. In this reason, it could be deduced that credit terms impact the size of the accounts receivable. Credit period refers to the number of days given to a client to pay for the debt. With the exception of a very few, most customers often prefer longer credit days periods so the extension of payment period is likely to stimulate sales but would adversely affect the cash conversion cycle.
Therefore, it locks up much capital in receivables with attending cost (Brigham, Houston 2009 ). There is always a high probability of default payment which leads to bad debt arising whenever a receivable stays outstanding and unpaid for a longer period. The onus is on the manager and the department in charge to come up with an optimum payment period for credit and the firm should stick to it in order to ascertain the trade-off between cost and profitability. Trade discounts refer to cut in price offered to facilitate early payments by debtors. The discount spells out the exact rate of price cut and the time payment must be made to merit it. A discount of 5/14 net 30 means that 5% cut in price will be allowed for payment made within fourteen days, out of the thirty(30) days credit period (Periasamy, 2009).
Discount comes with two benefits; one has to do with price cuts which tends stimulates sales. The other benefits has to do with the quickening of payments by debtors. This also helps in reducing the cash conversion cycle and really helps the cash flow of entities at the supply end. However, discount has the tendency of reducing prices which culminates in lower revenue unless trade volumes rise much enough to cater for cut in prices in the name of discounts. The costs and benefits in relation to discount must be balanced in establishing the credit policy (Periasamy 2009).
b. Credit risk analysis and evaluation
The principal objective of receivables management is to ensure minimum or optimum investment in accounts receivable and considerable reduction in bad debt losses. In order to arrive at this achievement, the financial manager has to follow definite principles and procedures to ascertain whether a customer is worthy for credit or not, taking into consideration the credit ceiling to be granted as well as the credit period. Granting credit in trade is a mechanism for promoting sales but it becomes useless when due payment cannot be guaranteed. Analysis of credit determines the customers to be granted credit as well as all the surrounding conditions which is quite easier for existing customers, In the cases where all efforts geared towards debt collection prove futile, the firm can opt to engage a factoring agency to do so. Though this is not the optimal best practice in handling clients, it guarantees payments but at a cost; usually a percentage of the amounts involved with no demand upfront cash outlay. If the amount involved has been captured as bad debt already, the firm is at an economic advantage. The firm has the option also to institute a legal action against the delinquent customer and seek legal judgment against the debtor. It is advisable to opt for this, if the cash sums involved are huge since it comes at a substantial cost. Furthermore, legal action may push the indebted customer into bankruptcy, with no guarantee of payment soon. A cost-benefit analysis would be advisable to be made at each stage of debt collection actions to compare the cost of further collection actions against the cost of just writing off the account as a bad debt.
e. Credit control and monitoring
The relevance and vested authority in the credit department of a firm determines the level of efficiency in accounts receivable management. This emanates right from the formulation and execution of credit and collection policies. Since credit business is a major function of finance, it will be sensible and prudent to make the chief finance officer if any or the officer at the helm of affairs in terms of finance to be responsible and be in constant touch with the credit department in all their dealings. All other departments and individuals responsible for solvency and cash flow of the firm should be pulled together when it comes to the issue of credit, since it has a relationship with the entity's solvency. Curtis, (1959) contends that sales department at all times should be pressed to ensure that value for money is realized out of every sales transaction before it is closed. In view of this, it is reasonable and advisable for the sales and finance departments to merge efforts to administer sales, especially when credits come into play. This method is used to monitor accounts receivable by segmenting receivables by their ages, thus the number of days outstanding using an aging schedule. It provides useful information about the state of a firm's accounts receivable. Table 2 .1 below provides an example of an aging schedule. why that much of its outstanding receivables are past due; are customers experiencing temporally financial difficulties? Are customers reluctant in paying due to issues with product quality? Which customers will eventually pay and which receivables should be considered as bad and doubtful debt and even to be written off as bad debt expense. Thus, for each month's sales, the firm computes the amount collected within the period and that of the subsequent months as well. Every business has a pattern in which its receivables are paid, if changes occur in the payment pattern, the firm should consider reviewing its credit policies. By tracking these patterns over a period of time, the company can determine the average pattern of its collection using either spread sheet or regression analysis. For most companies, these patterns tend to be fairly stable over time even as sales volumes fluctuates (Megginson, 2010) . Pricing administration, order processing and invoicing accuracy is of unique importance in management success. There are some basic practices that enhance pricing and invoicing accuracy. They include:
Keeping the pricing policies clear and devoid of ambiguity; complex pricing structure complicates receivable management; for example, a large firm selling numerous different products whose prices change sporadically. If this firm maintains individual cost plus pricing schedule for each of its many customers, each time product price changes, it in a way requires change in prices among individual customers' price schedules. This will amount to a very difficult price administration challenge (Salek, 2005) . However maintaining a simple pricing scheme may be difficult if the competitor offer complicated pricing incentives. Incorrect invoices resulting from price discrepancies will cause customer to refuse to pay, frequently demanding corrected invoices. This will increase day sales outstanding and delinquency.
Before an order can be routed to fulfilment, the team responsible must ensure it meets the conditions of an acceptable order which include key components such as; price, freight terms (which party pays freight changes), payment terms, delivery date, clear description of the product ordered, quantities of product or service ordered and a purchase order number. The purchase order must be filled correctly and promptly, it should also be billed accurately. The importance of invoice in sales transaction be it cash or credit cannot be under estimated. However, invoicing accuracy is one very important element that impacts the efficiency and effectiveness of managing receivables. Accuracy in invoicing seek to:
cut delinquency in receivables and improve cash flow; reduce losses resulting from bad and doubtful debts; cut revenue administration cost; enhance performance by reducing disputed cases drastically.
Speed and accuracy are the two major objectives of invoicing. Speed and accuracy simply means ensuring exactness of invoice details and delivering invoice on time without any delays. Presentation of invoices could be accelerated using electronic presentation. Many firms begin the countdown based on payment dates on invoice, therefore it is utmost important to ensure timely invoicing to maximize receivable asset turnover. Inaccuracies in invoicing could lead to disputes that could lead to delayed payment. It is therefore very important to ensure accuracy as we focus on speed as a blend of the two element to yield enormous benefits to firms.
Numerous research works have been undertaken on working capital management and a few specifically on accounts receivable management. In a research on the Accounts receivable, Strategies, Experiences and Intentions, the findings were that lack of efficiency within contemporary accounts receivable departments is highly prevalent as; cheques are still almost twice as common as electronic forms of payments; the Average Days Sales Outstanding (DSO) for enterprises surveyed exceed 45 days and 87% take more than a day to clear payment through their accounts receivable ledger and 45% of invoices are created manually (Andrew, 2008) . A research undertaken on the effects of practices of managing working capital on financial performance of small scale entities in Kisii South District, Kenya according to R.N. Nyabwanga (2012) indicated that only 29% of all small scale firms establish credit policies for their credit customers. The research further brought to light that the non-availability of robust credit policy led to the minimal reliance on credit sales.
In a study on policies for managing accounts receivable and accounts payable, the researcher found that the motivation to adopt credit as a way of discriminating prices and internal source of funding impacted accounts receivable greatly. The study also observed that a firm's size to a large extent affects the accounts receivable levels tolerated (Mubashir, 2012) . In a research on the impact of working capital on the profitability of listed manufacturing firms in Ghana, it came to the light that the working capital cycle is adversely related to a firm's profitability, which is relevant and statistically significant. Also, the findings revealed that accounts receivable collection period is negatively correlated with profitability (Thomas, 2013) . In another research conducted in Kenya on factors that affect the management of receivable among Agro-manufacturing companies, it is concluded that managing accounts receivable is a complex task that requires both marketing and finance departments as a teams to keenly collaborate and handle for optimum results though it is a peculiar function of the finance office (Onami, 2008) . The study on the impacts of managing receivables on the finances of Technical, Industrial, Vocational, and Entrepreneurship Training (TIVET) institutions in Kenya also concluded that a positive co-relation exist between receivable management and the financial performance of TIVET institutions. The study also established that a majority of the institutions (77%) had adopted formal receivables management procedures (Nyaga, 2011) . Most of the studies undertaken, focus a single industry or sector which means that the findings may not be readily generalized to other industries or sectors of the economy. Onami (2008) contends that further studies need to be carried out on other sectors of the economy to determine their similarity to his study, since the scope of his study was limited only to agro-manufacturing companies. It was therefore critical that our study would be carried out in a cross-section of several industries to establish whether the principles and practice of accounts receivable management are firm-specific or industry-specific.
Several studies have been carried out on working capital management but with a very shallow or least emphasis on the asset of accounts receivable; thus Average Collection Period, which is projected as the basis for the accounts receivable management. It will be prudent and appropriate to undertake a research work with much emphasis on the key components that impact the account receivable asset as a function of working capital. This paper attempt to fill some of the gap as suggested by the already existing works since the firms considered for studies are of diverse industrial and sectorial backgrounds.
D. METHODOLOGY & EMPIRICISM
The study adopted three key steps being preparation, fieldwork and analysis for the design. One
Hundred and Twenty (120) firms based in Ghana and across various sectors of Industries were considered for this studies. The study used descriptive research and survey designs in aiding the researcher in the process of data collection to the very end of interpretation of the data. The study sought to examine the determinants of trade credit and the principles adopted by selected firms in Ghana in the pursuit of trade credit as a business strategy and managing their accounts receivable effectively. The design type was considered to be appropriate as Best and Khan (1993) maintain that the use of the survey method enables to obtain the opinions of a representative sample on an ongoing phenomenon. Questionnaire for collecting primary information was put together and the respondents were well informed on the objective of the study and then administered to them.
According to Agyedu et al (1999) population is the complete set of persons (subjects), items or actions having the same observable features in which the researcher has interest. The population under study, was selected firms located and operating within Ghana. The target population was made up of one hundred and twenty (120) companies from various sector of industries, in the books of Registrar General Department of Ghana. A census was carried on one hundred and twenty (120) firms randomly selected across the various industrial sectors. The data collected for the research were from both primary and secondary source but the focus was more on the primary data. The collection was done using semi-structured and structured questionnaires in a combinative approach in administering to the staffs of the companies defined in the office of accounting department, Sales department, office of Financial Controller and credit management department if there is any among the selected firms for the study, to collect both qualitative and quantitative information. The drop-off/pick-up (DOPU) approach was adopted in this study. It was helpful because the respondents had ample time to complete the questionnaires and also granted some space to revise the questionnaires where needed before picking for the response to be completed.
Where necessary, personal interviews and documentary analysis were conducted to enhance validity.
Data collected from the primary and secondary sources were analyzed by the approach of descriptive statistics where measures of central tendency such as mean, mode and weighted averages were computed to give result, which was then compared with the findings from literature review. Charts, graphs and tables were used to present the findings. The secondary source data gathered were examined very well to ensure it was suitable, reliable, adequate and accurate for the purpose. This census study was targeted on one hundred and twenty (120) randomly selected firms located in Ghana, which three hundred (300) questionnaires were administered, with two hundred and fifty response received. This statistical depict that, the response rate was 83.3% which is significant enough in giving reliable findings for this study. An above 50% response rate according to McBurney (2001) , is acceptable for research work because response rate that was below 50% could adversely affect the outcome of this kind of studies.
Q1. To examine the objective of credit policy design by firms, table X1 was presented as below According to the studies, elimination of bad customers was rated as the most important objective for having a credit policy among the other factors with respondent rate at 60%
Q2. To ascertain the relevance of factors to consider in credit appraisal, for the purpose of credit risk analysis, it was required of respondents to rate firm credit appraisal on the bases of the following scaling "1"for (Very important), "2"for (Important), "3" for (Necessary), "4" for (Not important). Among the listed requirement the responses were tabled in X2 below The data report justified that, there are majority of the firms that has no credit control department with a respondent rate of 60.8% in average. Finally it was discovered that firms with autonomous credit departments had shorter average collection period and low cases of bad debt write offs. analysis. The mostly used ratios were rate of debtor's turnover ratio and average collection period.
Q11. The study went ahead to investigate the value of accounts receivable and it total effect on current assets of firms. Which the findings was graphically computed below as Fig.X11 . Averagely about 49.2% of the respondent indicated that, their firm has about 25%-50% of the current assets in debts, which was noted to be the home of majority of the firms into account receivable programs. Then 31.6% representing 79 respondent, had about 50%-70% of their current assets owned by customers of their firm which is noted to be the second largest community in account receivable programs across industrial sectors as it is graphically projected above.
Q12. To investigate in invoicing system use by the firms, respondent were examined and the findings is tabled below as X12. Invoicing system influence the accuracy and the speed of processing invoice, relatively in large extent. It was observed that, about 60% of the firms used the manual invoice system, while 40% used the automated system. It was further discovered by the study that the firms with automated invoicing system had fewer cases of disputes regarding invoice unlike manual. And further noted that, if invoice management was guided with high level of authenticity and credibility by the internal staffs of the firms, disputes regarding invoice will diminish. 
F. CONCLUSION
The study concludes that, there exists some practices guiding extension of credit to customers, however there is a weak implementations as evidenced by lack of formal credit extension policy, delayed or non-revised policy manual, inconsistent to credit risk analysis, which pose a significant challenge to effective management of accounts receivables. The study further concludes that, there exist no robust strategy to check and pursue overdue debts owed to the firms or the availability of a weak and unreliable strategies which militates against effective management of accounts receivables. The study further ends that most supply firms are confronted with numerous challenges in managing their accounts receivables as a result of the lack of firm and adequate mechanisms to monitor and control credit procedures. Which finally concludes that, supplying firms require accurate invoicing procedures that come on time. They are key elements in the effective management of accounts receivable that would ensure a reduction in bad debts and improved cash flow for the firms.
G. RECOMMENDATIONS i.
Analyzing from the findings of the study, the research team recommend the following: The firms should generate a credit extension policy which should be adhered to always and revised periodically to deal with shortcomings realized from time to time and also to see to it that it addresses current economic conditions. The policy should have the potential and the tendency to attract new customers as well as protect the firm from potential bad customers. Firms should have in place a robust policy that clearly spells out the detailed principles and practices regarding credit collection to be used by the firms in administering trade credits and to cater for overdue debts. The policy should contain varying debt collection strategies to improve cash flow and drastically reduce average collection period, a means to cut bad debt losses.
ii. It is very important that management approves the establishment of a robust autonomous credit department that will allow the institution of a comprehensive set of operating policies and procedures so as to drastically reduce bad debt losses and improve liquidity through shortened average collection periods. Credit monitoring should be enhanced to assess the quality of accounts receivables to reduce over-investment in accounts receivable as it stands currently in the issue of numerous number of the firms under studies. Firms should automate their invoicing systems to cut down on the time taken to present invoices to customers. This will reduce the average collection period. Automated invoicing will also seek to address the errors in invoices, thus reducing the number of those disputed.
iii. The study was limited to determinants of trade credit and effective accounts receivable management. Which we believe further studies could be done on other elements of managing working capital for instance, managing cash flow and accounts payable management and as well as managing inventory.
